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A PRODUCT CONFIGURATOR FOR ACQUIRING

BRANDED PROMOTIONAL PRODUCTS

Field of Invention

The present invention relates to providing a method and system for specifying

promotional products where product identifiers (e.g., SKUs) are created dynamically.

Background of the Invention

Branded promotional products include advertising, sales promotion and marketing
communications media that use merchandise imprinted with an advertiser’'s ideqtiﬁcation,
message or logo. These items effectively communicate a brand identity or a message and are
used to create brand awareness, solidify customer relations and increase sales. The branded
promotional products sector of the advertising industry provides unique marketing opportunities. '
Branded products are easy to understand and are useful in meeting many marketing objectives
suéh as announcing a name change or building a company image.

The personal touch inherent in gift giving makes branded product advertising a high-
impact tool when used in conjunction with other media. Typical uses inciude building brands,
launching products, introducing reminder advertising, improving customer relations, generating
new customers and/or accounts, increasing traffic and awareness at trade shows, safety programs,
annual meetings, seasonal events, public relations, employee relations, and other advertising and

marketing uses.
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Branded promotional products are adopting a more active role in marketing as mass
media such as print and television integrate with other promotional efforts. Because branded
;ﬁoducts provide a personal touch, they are effective and important marketing tools.

Customers increasingly expect more value from their purchasing experience with a high
quality product that promotes their brand. They want a useful product obtained through a
convenient transaction. Customers are often frustrated because they have to rely on a reseller for
purchasing options and the flow of information. Resellers are expected to find customers
favorable prices, produce samples and ensure timely delivery.

Currently, vendor partners have little or no contact with customers and rely on resellers to
reach customers. Vendor partners spend significant amounts of effort and money providing price
quotes and samples to resellers. It is‘difﬁcult for vendor partners to gather product or customer
market research and customer buying pattern information.

Traditionally, the promotional products industry has operated under a linear supply-chain
model of distribution. Typically, the customer hires a reseller to assist in selecting a braﬁded
product for an event or promotion. The reseller locates the desired merchandise through
established vendor partner relationships. The vendor partner manufacturers or imports the items,
adds the brand, and ships the product. Business service partners provide services such as
shipping, financing, and insurance. Media partners deliver educational and other useful
information.

Currently, a standard method for specifying promotional products has been difficult to

employ due to the uniqueness of products and numerous possible product and artwork
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combinations. A company or other entity may regularly purchase promotional products for
advertisement and other purposes. Furthermore, a company may promote new products 6n a
regular basis as well as frequent improvements on current products. Therefore, repeated orders
for promotional products may be required for similar products with different printing processes,
tor example. Similarly, the same or similar printing process may be used on different products.
Due to the overlap in items and processes, inefficiencies may occur when ordering promotioﬁal
or other products, especially when orders are frequently repeated. Oftentimes, an entity may
attempt to define all possible product SKUs when ordering promotional products.

These and other drawbacks exist with current systems.

Summary of the Invention

An object according to the present invention is to overcome these and other drawbacks
with existing systems.

Another object of the invention is to provide a standard method of specifying promotional
products and/or any other office product which can be configured using separate parameters.

Another object of the invention is to create SKUs (or other product identifier)
dynamically including the steps of separating the products into items and processes (or other
categories), specifyving item parameters, specifying process parameters, dynamically linking an
item and process, and creating a SKU when an item is sourced, quoted, or ordered.

Other objects and advantages of the present invention will be apparent to one of ordinary

skill in the art upon reviewing the specification herein.
1 .
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Brief Description of the Drawings

FIG. 1 is a flow diagram of an item and process specification method according to an
embodiment of the present invention.

FIG. 2 is an example of a screen shot of an administrator page of a product configurator
according to an embodiment of the present invention.

FIG. 3 is an example of an item template according to an embodiment of the present
invention.

FIG. 4 is an example of a product manager page according to an embodiment of the
present invention.

FIGs. 5a and 5b are an example of an item definition page according to an embodiment of

the present invention,

FIG. 6 is an example of an administrator page according to an embodiment of the present

invention. )
FIG. 7 is an example of a process template according to an embodiment of the present |
invention.
FIG. 8 is an example of a product manager page according to an embodiment of the
present invention.

FIGs. 9a and 9b are an example of a process definition page according to an embodiment

of the present invention.
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FIG. 10 is an example of an item template according to an embodiment of the present
invention.

FIGs. 1a and 11b are an example of an item definition page according to an embodiment
ot the presen.t invention.

FIG. 12 1is an example of an image upload page according to an embodiment of the
present invention.

FIG. 13 is an example of a process template according to an embodiment of the present
invention.

FIGs. 14a and 14b are an example of a process definition pége according to an
embodiment of the present invention.

FIGs. 15a and 15b are an example of an item definition page edit according to an

embodiment of the present invention.

FIG. 16 is an example of a data model according to an embodiment of the present

..

invention.

Detailed Description of the Preferred Embodiments

W



Product Configurator Overview

Promotional Products
Promouonal Products are useful or decorative merchandise
tmprinted with an advertiser’s identification, message or logo
ar\ ork. One can imprint artwork USing NuImerous processes on
virtually any kind of item.
A promotional product will usually have at lzast 2 components
e anitem-—e.g. a mug
° aprocess —e.g. Screen Printing

Artwork
Customer Artwork used in the imprint process has specifications
such as

- number of colors

- Impnnt locations on the item — determined by item

- Imprint sizes — determined by item

Promotional Product Definition

Presently, there is no standard method of specifying promotional
products as they are so varied and numerous.

(.

Corporategear Approach
The Corporategear (CG) approach to defining products is unique.
[nstead of attempting to define all possible product SKUs, CG
creates the SKUSs dynamically. The approach is

 Separate the products into items and processes

e Specify item parameters

 Specify process parameters

* Dynamically link an itern and process and create a SKU
when an item is sourced, quoted, or ordered.



; ucmg Algorithm
Th i1 T ] iated process
chosea. In general, the pricing 18 based on the production
: tions. The manufacturing specificauons for a particular
sromotional product do not “exist” until a shopper has specified
o the item parameters
o the process parameters
e the client’s artwork parameters
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items / Process Templates
CG separates the item + process specification method into levels using
wﬂpl_

+  CG supplies the standard Corporategear item/process templates

» A Vendor Adminisirator takes the Corporategear item/process templates
and creates item/process definition pages

- A Vendor Product Manager enters the item/process specifications and
oricing using these ltem/process definition pages

+ Items and processes are matched based on materials

Industry Data

To assist in defining items and processes, CG provides tables of
standard data used throughout the industry. Examples include
Industry Colors, Matenials, and Extra Charges. The objective is to
establish industry standards. These data will be updated by CG.
Please refer to the Data section for examples and further details.



Product Configurator Setup and Users

siup
« The product configurator function 1s set up when a Vendor
Websiie is configured
» 4 digit Vendor ID automatically created

Vendor Administrator and Product Manager
Admunisiraior Functions
o Create/Delete/Edit Vendor Item/process Templates
o Has access to complete system
Product Manager Functions
¢ Add/Edit/Delete Items and Processes

o Upload art images for items and processes
P g P

Product Configurator Access

Tre Product Configurator is accessed from the CG Home Page.
Refer to the registration and login procedures for details.



Corporategear Item Templates and Data Entry

CG orovides Corporatagear ltem Templates

 CG provides an Corporategear Item Templaiz for each item
category

* One Item Corporategear Template may be used for numerous
liem categories — e.g. see Data section, Corporategear
Templates :

* E.G. mugs and stress balls will use the same Corporategear
[tem Template but with the heading “Mugs” or “Stressballs”

Step One: Select an “item Category” ~ an item Corporategear
Template, see Exhibit A
* ‘The Administrator selects an “Item Category” to add an Item
Definition Page into their database
Item Category Options

o Add
o Displays list of available “Item Categories” e.g.
s Mugs
« T-Shirts

= Baseball Caps =

o The drop down contains a list of “Item Categories”

associated with Corporategear Item Templates
- available in the CGExchange.

o Selecting an “Item Category” goes to the

Corporategear Item Template page for that category
o Edit/Delete

o Displays list of existing Item definition pages

o Selecting a Item definition page displays the associated
Corporategear Item Template with Administrator
specifications previously entered

o If items exist that were created using this item/process
definition page



= No changes/dzletions can be made
» Display message when myving to edit
Items exist based on this page, please create a new
page
* Display message when trving to delete
Items exist based on this page, please delete items
first
o If no items exist that were created using this template
= All specifications can be changed or deleted
* Deletion - display a message to confirm deletion

\D



Step Two: Using the selected Corporategear ltem Template for that
“liem Category”, create the ltem definition page for that category, see
Exnibit Al
o The Admunistrator creates an Item definition page using an
Corporategear item Template
o The Administrator specifies the descriptive and pricing
characteristics applicable to the item they sell
* An admunistrator can create several [tem definition pages
using the same Corporategear [tem Template
o E.g. Corporategear item Template Mug can generate Item
definition pages for ‘
o Mugs - Standard (steel)
o Mugs - Travel (plastic)
» Each [tem Definition Page can have only one associated
material
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o Swvsem displavs 2 dropdown of existing itemos
S Name is combination of liem caiegory + subcategory +
material '
¢ E.g. Mugs ~ Two handle (plastic)
e Select goes to the Iiem definition page previously creaied by the
Admunisiraior
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zdivDeleie
* Dropdown of existing items in the Product Configurator
o Existing item data can be edited/deleted
o Select displays the existing Item data
Deleie '
o The existing information displays
° Display a confirm delete message

\Z



Sizp Four: Znter an item using a ltem dafinition page, see Exhibit PM-

rticular [tem definition pa
param eters for the selected it
o Used to enter a unique iiam

-—

Fields w [tem definition page may vary depending on what the

Adimunistrator Specified.

Price Fields in Item definition page may vary depending on the

Co"*\orategear Item template used to create it — e.g. Mugs will have
differsnt pricing entry matrices than T-shirts. See Product

Configurator Fields and Page Rules as well as Template and

Pricing Matrix Sections for description of fields.

13



Corporategear Process Templates and Data Entry'

CiC provides Corporategear Process Templates

° CG provides an Corporategear Process Template for each
Process category — 2.g. sz¢ Data section, Corporategear
Templates

« One Process Corporategear Template may be used for several
Process categones

o E.G. Screen Printing and Pad Printing will use the same
Corporategear Process Template but with the heading

e

“Screen Printing” or “Pad printing”

Stzp One: Select a “Process Category” — a Process Corporategear
Template, see Exhibit A
Note this is the same methodology as for items
o Add '
o See methodology for Items
o Examples in the list of available “Process Categories”
associated with Corporategear Process Templates
available in the CGExchange:
= Pad Printing
» Screen Printing
« Etching
o Edit/Delete
o See methodology for Items
o If processes exist that were created using this process
definition page
o Display message when trying to edit
Processes exist based on this page, please create a new
page
o Display message when trying to delete



Step Two: Using the selected Corporategzar Process Template for
that "Process Category”, crezte the Process definition page for that
category, see Exhibit A-P
* Same methodology as for Item
o Process template and definition pages can be associated with
several matenals



m r Items
O Name is combinanicn of Process category + subcategory
« E.g Screen Printing - Standard
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¢ Same methodology as for Items

o



7 &ntar a2 Process using a Process definition page, see

o Seme general methodology as for ltem
ess definition page may vary depending on what the

Administrator Specified.
Pnce Fields in Process definition page will vary depending on the
Corporategear Process template used to create the Process —e.g.
Scrzen Printing will have different pricing entry matrices,
variables, and names than Embroidery. See Product Configurator
Fields and Page Rules as well as Template and Pricing Matrix
Sections for description of fields.

"L‘J
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Product Configurator Fields and Page Rules
Generel Rules for all Template Pages

Design
Layout the pages in the following order
» Name + description
Size/color/attmbutes that do not affect price
Quanury Price Breaks
Add on pricing factors
Descriptive factors, .g. union made

L]

L4

L]

]

Rules for CG templates
Quantity Breaks for Corporategear Templates
o Allow 10 quantity breaks |
o First Break is Sample for an item. Processes do not have
samples |
° 1f max=0, upper bound is open
e max of a quantity break cannot overlap with then min of next
brzak except for the sample quantity break

Function
Save |
* Add Corporategear template with vendor category
~ specifications to the database i.e. Create Item/process
definition page
» This Item/process definition page will be used to enter a
specific item/process

Rules for CG item temnplates
Colors
¢ CG provides a list.of standard colors
., © CG will add colors as they are required by vendors

18



Item/Process Definition Pages
See Template and Pricing Matrix section for further details

General
« Vendor ltem/Process
¢ Vendor can specify alpha-numeric id
e [tem/Process Name
o Short description of the item
o liem/Process Description

Specific to {tem
o Colors
o Muluselect of colors selected by administrator when creating
itern definition page
o Select colors that apply to this item

Specific to Process
o Maternals .
o Multiselect of materials selected by administrator when creafing
process definition page
o Select materials that apply to this process
* Imprnt Size limitations
* Over Imprint Size Charge - part of pricing, but appears here
Pricing
The size of and variables within the pricing matrix will vary
according to the type of item/process and specifications made by
the admunistrator on the Corporategear Item/Process Template.
e Pricing matrix
o Enter prices for quantity breaks and other variables displayed
., * Less than minimum charge

\q
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» Orner Crarges defined by Adminisasor

Noie: prices czn be enterad for NET, C—\SE {FSP, and OTHER.
? b ote Tneae ‘price types stored n a2 wable allowing
Tenaming as ell as an unlimited numb of‘ty’pes.

(D

Pricinc for processes
I'here are generally two main types of charges for processes:
° RLn chargea
o Setup charges
The specific names of these charges and the variables affecting
them vary depending on the type of process — i.e. the
Corporategear Process Template used to create the Process
definition page.
The run and setup charges may require matrices to enter pricing
information.
The size of and variables within the pricing matrices will vary
according to the type of process and specifications made by the
admuinistrator on the Corporategear Process Template. E.G:
o Embossing will have a run charge based on quantity break
and number of colors per location
° Embroidery will have a run charge based on quantity and- ..
number of stitches

Other Pricing for processes
* Over Imprint Charge appears above
e PMS Color Match
¢ Personalization Charge
* Producton Proof Charge
¢ Paper Proof Charge

Specifications specific to items - Imprint Locations

» Locations each specified by Administrator
e Imprint Sizes for location

2



Spacifications specific to Items - Shipping Information
o Weight per liem
o VWelght per case
* liems percase
o Case width
e (ase neight
* Case length

Production Times
» Regular production time
e Rush production time

List Price

o List Price — entered for NET, CASE, MSRP, and Other
e Description of List price

ther

¢ Counmy of manufacture
¢ Whether union made

Save

¢ Records the item/process just entered

Cancel

* Returns to Product Manager page without saving record

Images

o When saving — message displays

Would you like to upload an image now?

o Ifyes

Upload 3 item/process images ~ see Exhibit PM-Image
© Small, medium, large '

2\



ltem/Process Edit Page

*

e

See Exhibit PM-I-Edis for example of Irem Edit Page
Comorziegear ID (eppears on 2din)
o Automaiuically assigned CG# when record was savad
5 Concatenation of
« CG

e 4digit Vendor ID

¢ sequential number as producis created for Vendor
xisting ltern/process information in the Irem/Process Definition
¢ format displays
.—\ny information can be changed
hc\mo on Image links to Image upload page but with confirmation

O

‘Ou sure you want to upload a new image?



Corporategear Data

Ine rollowing tables of Indusiry data providasd by CG are available
2501 04/05/00: '

industry Colors -

+ A able of colors for all items/processas

- Industry Colors

s White

HEE YR
s DIECA

Rad

Graan

-

Yaiow

Nevy 3lue

: ASHh

! 3rowm

rorast Green

1 Ten

i OF-\White

i D2nim

i Khaki

P Pyrpla

; Taun=s

Charcoal

Heatrer Gray

Qlive

Wine

Silver

Gold

Black / White

¢ Blue / White

i Rad/ White

Red / Black / White

Black / Silver / White

Slue / Sitver / White

| Yellov/ / Red / Blue

Siue / Green / \White

Rad / Blue / White

industry Sizes _
., * table of available sizes for clothing

5



ltwdustry Clothing Sizes

2 Ll B R e B
1R M Pl be
- (V8]

XXXL

Industry Materials
* A table of materials out of which items are produced

. Cotion

| Polyester

‘ Nylon

Vinyl

Rubber

Steel

, Aluminum

. Chrome

| Brass

Glass

Crystal

Ceramic

| Plastic

|
Leather

2t



cxtra Charges

* A iable of extra charges common in the industry

. Less than min -

Rush

: Personalization

Production Proof

Paper Proof

PMS Color Match

Miscellaneous 1

Miscellaneous 2

Extra Charge Type

E

%%

Extra Charge is added pér

Item

Job




Corporategear ltem Templates

» one Corporategear Item template is set up for several types of -
Items with the same characteristics
e Amongst others, templates as of 04/05/00 are set up for

Corporategear ltem Template A used for
P Mug
"' Siresshall
: Caleulzior
Poriciio
Cleek
; Raychain
Mousenzd
Paper Weight
i Siufied Animal
! Radio
 Lanyerd
i Pen
i Candie
i Towel
{ Bag

Corporategear item Template B is used for

| T-shirt

Corporategear Process Template

* one Corporategear process template is set up for several types
of processes with the same characteristics

Lo



Process Template £1 used for

creen Prinung

'U (Vg

ad Printing

Process template %2 used for

- Embossing

: D2bossing

Process template #3 used for

: Embroidery

Al




Patent

Attorney Docket No.:56490.000004

Other embodiments and uses of the invention will be apparent to those skilled in the art
from consideration of the specification and practice of the invention disclosed herein. The

specification and examples should be considered exemplary only.

28
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A PRODUCT CONFIGURATOR FOR ACQUIRING

BRANDED PROMOTIONAL PRODUCTS

Abstract

A method and ‘system for providing a product configurator for branded promotional
products are disclosed. A promotional product may comprise two or more components which
may include an item and a process. An item may involve a product to which an imprint or logo
is to be affixed. A process may involve a screening printing process or other process for affixing
a customer's artwork, logo or identifier. The present invention provides a product configurator
for creating SKUs (or other product identifier) dvnamically which may involve separating the
products into items and processes (or other categories), specifying item parameters, specifying
process parameters, dynamically linking an item and process, and créating a SKU when an item

is sourced, quoted, or ordered.

29
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Admin Manu
it A + Administrator Page - specify, edit, uclete Item and Process
Y12/ 80

e
&
§.

! Definiton pages

~ Product Configurator

Administration Menu

Administrator | Product Management | Home

Product Category.

Add =

TAis . o

<Gt None Available
Saiziz Nonz Available

Process Category

221 None Available
Dsiate None Available
For further information, please contact us

About Us | B2B E-Commerce | Management Team | Press Room | FAQ
Copyright © 1999-2000 Corporate Gear LLC




Zxkidbiz A-T (. gorategear lrem Template - Admial.  stor specifies ltem

Definition Page paramerers oy(lz{ee
s Product Configurator
:’1 /' N " ~
% ¥ Nzw Corporate Gear Item Template - Mugs
Goods Category Information - Mugs
Sub Category [Trave! i
Colors
Material =
Quantity Break Pricing Information
Minirnum Maximurn Minimum. Maximum
Sampiz |1 k! zreak) [100 | [s00
8eak2 [S01 | [1000 i 3eak3 [1001 | o i
[ ewws B
) 3reak7 [0 i o g
| o sre2k9 [0 | [o :
Misc Charge 1 & ¢ O o [P2riem 5 yome [Gift 80X i

Misc Charge2 ¢ O 5 [percolor &7 yume L

Less Than Min Charge i ¢ DI 4
RushCharge [ [ o

Imprint Positions

{Front i |Handle

'y Save | Cancel




Zxhinit PM Jduct Manager Page — add, edit, dele.. [tems and
: - Processes o4jilfeo
7 Product Configurator
g Product Manager - ABC Promotions

Administrator | Product Managemeant | Home

Craate New

Frocust :*1_’-!
Prooess None Available

Product Maint

e None Available

-

Sigte None Available

Process Maint,
Toi None Available

Delec2 None Available

for jurther information, piease contact us
About Us | B2B E-Commerce | Management Team | Press Room | FAQ
Copyright © 1599-2000 Corparats Gear LLC

FIG. &
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information D3%/(2{00

l[tz.., Definition Page - Product Manager cuiers [tem

mi2roysu
-

Sarvice

;
5

Vendor
tation

Product Configurator

New Product - Mugs - Travel (Plastic)

F

General Information - Mugs - Travel (Plastic)

Broduct Mamea Bastic Travel Mug

vVendar 1D Mumber [ABCOUl

Ideal for on the road thirst

g

&m C=scriplion

5

¥
i

4]

Colors

Quantity price break vailues

Net Pricing

—
L]

Miscellaneous price break values

GiftBox s E__EZ peritem
Less Than Min Charge s [$200 7 . .o
Rush Charge 120' } per job
Imprint Positions
’ @ C
Front Handia

LB, BB

in.
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ts
e

Shipping Information

Production Time(s)

Regular ?rad.

s :
Emrﬂc’ng cars

Production information

List Price s @ per itém

Rush

I7: :: WIrking 2avs

List D—escriptioﬁ [Pn’ce gcas notinciude procassing

Country of [China o
Manufacturer
Union Made =

Save | Cancel Net | Case | MSRP | Other |

for jurther information, piease contact us
About Us | B2B E-Commerce | Management Team | Press Room | FAQ
Copyright ® 1999-2000 Corporate Gear LLC
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Tanibit A Adn  sirator Page - specify, edit, delete It and Process
* Definition pases 5S4 \YCo

Produc”’t' Conflgu fafor

Administration Menu

Administrator | Product Managament | Home
Product Category

e b
A i

"
LY

-

14

Daiziz o
SITHNISTRI07S,
I aroLass
TEmiiztes Process Category
Adg | =
B None Available
Diiztz None Available

For further information, pleasé contact us
About Us | B2B E-Commerce | Management Team | Press Room | FAQ
Copyright © 1999-2000 Corporata Gear LLC

—— i, s e



Teanags Tommmiars
JOOCRdS LTl

" Expibit A-P ;. Corporategear Process Template — Adminisirator specifies Process
: i Definition Page parameters 04/12/00

TR Y e an tvian omae

g(/ - Product Configurator

é / New Process Template - Screen Printing
Agzministrator | Product Management | Home
General Information - Screen Printing

Sub Category fStanda rd

Numier of Colors  [3 55

Procass on Material

OverimprintSize Add [ 5 B 9 [ process ot Availeble

Quantity Break Pricing Information

Minimum Maximum Minimum Maxmum
rak 1 {100 | 1000  eax2 [1001 : [1500
ek 3 (1501 | |o i Breakq [0 i o
sexs 0 1 o © sraské 0 i o
Break 7 {0 i |o i Break8 |0 i fo
SN R o T o
3025 hars

Miscellaneous Pricing Information
Setup Charge [
~ PMS Color Match [
Misc Charge1 & ¢ D g Name {Sctter Color ;
MscCharge2 D3 O o Name L
_Less Than Min Charge 5 G w |peritem &

v

Rush Cnarge 5 B o,
Metzllic Threzd

Charge Ty Do [perecoor ™4
Misc Charge3 0 ¢ [0 o

1
(|

Misc Charga 4 | o, |Percolor &5

Save | Cancel

Fla.T



Niamacer Niamy
N - We sTewive

L

Zxbibic PM b..,duct Manager Page — add, adit, daletc stems and |
' ' Processes oy/it/on

7 Product Configurator
"%&dv/q/ Preduct Manager - ABC Promotions
S

' Administrator | Product Manageman: | Home
Create New

Produs [ g

Press ] ;’3

Product Maint,

i | o
caata | =

Process Maint.
[Sei2d None Available

Dalzt2 None Available

For further information, please contact us
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. Exhibit PM-P [ rocess Definivion Page — Product Mawuager enters Process

. information CL(12/60
7 Product Configurator

A3

‘3 7 New Process - Screen Printing - Standard

Ganeral Information - Screen Printing - Standard

Process Name

Vendor ID Number

[Sta ndard Screen Printing

[aBC002

High Quality Scréen Printing . =
Process Description | .. ' =
35 fgfaly =
Procass on Material
Imprint Umitations ]2 ‘Exlz 'In. or larger than llz'x 120
Tmprint S 20 |
Ovar Imprint Size Add o
Quantity price break values
Net Pricing
' 1Cgor  2Color 3 Color
160 - 1000 [s0.50 ¢ [s0.90 | {s1.30 !
1001 - 1560 [s0.40 ; [50.78 : [s1.10 ;

- Intar your Yendor

Sarvice Station

[s0.30 ; [s0.65 . [s0.80 !

Miscelianeous price break values

Setup Charge @ per color / location
PMS Color Match s @ per color
Scatter Color s l53~°° i; per color
Lass Than Min C?\arge % D per item
Rush Charge o |20 | per item

F6.90.



Produciion information

List Prica s E peritern

tisz Dascristion [Lisc arica is for cne <oior one

Regular Time |2 §ausiness days

Rush Time D Business days

Couniry of [United States 3
Manuiaciurer

Union Made |Yes

Save | Cancel Net | Case | MSRP | Other |

for further information, pleasa contact us
About Us | B2B E-Commerce | Management Team | Press Room | FAQ
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Latiie MU

CExhibit A-T ¢ Coiporategear Itemm Template - Administrator specifies Item ;
‘ i Definition Page parameters O 12/ |

Ve Product Configurator
4 ,/ Naw Corporate Gear ltem Template - Clock

Goods Category Information - Clock

Sub Catzgory |Digital

Colors

Material  [Aluminum =]

Quantity Break Pricing Information

Minimum  Maximum Minimum  Maximum
Sample |1 i [2 | seakl (100 [ [soo
geak2 501 | Jo | srex3 |0 b fo
Sreak 4 {0 i Jo { ek o b o
Srezk 6 |0 o | sreak? [0 o
3r=ak3 {0 o i srezk9 [0 I o
Sjijs’iii;z; Miscellaneous Pricing Information
5025 hare

MiscChargel D g E.q [peclocation & .. [Reised locstion |
Misc Charge2 [ 3 G % Name JPate Display

lessThanMinCharge [0 ¢ [ o
‘ RushCharge Lig &g
Misc Charge 3 [ ¢ Doy Name L_ i
Misc Charge 4 [0 s O o Name | i

Imprint Positions




ra

(s

=
DRSASE I

: Txhibir PN
“informadon

[tem Definition Pagea -

Product Manager enters Iiem |

y

L,

«

Product Configurator

/ New Product - Clock - Digital (Aluminum)

Y 112/200 !

General Information - Clock - Digital (Aluminum)

Product Name

Vendor ID Number [ﬁBC°°3 : ;

itam Description

Colors

LAluminum Pro Digital Clock

The best in digital technology dispiaying your .
custom logo o S e

148 | e

Quantity price break values

Net Pricing

1.2
100 - 300
301 -+

l$20.00§
ls 14.00:

$12.00,

Miscellaneous price break values

Raised Location,
Data Display,
. Lasg Than Min Charga

Rush Charge

. Inier your Vandor
Service Station Imprint Positions

{

%o EO__: per location
i
s ]$4.00 |

per item
%o E: per item
% ]20, ;'

per item



Shipping Information

Production Time(s)

Production information

List Price
List Descrintion

Country of
Manufacturer

Union Made

Ragular ?rod.

[___::l 2 working ézys

Rusn

Ewoddng days

$ [5:1:2'00 : per item

{Price coes not include procassing

[Germany

':'S!

{tams oar gis2

[

Cas2 kngmh

["'S : :.h

Save | Cancel Net | Case | MSRP | Dther |

For further information, please contact us
About Us | B2B E-Commerce | Management Team | Press Room | FAQ
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; Exhibit PM- | Image Upload Page - ProductManager uploads images for Items
: Image | or Processes 19‘1/\2/00

Vendor Service Station

Product Manager

Administrator | Product Management | Home

Small Image: r | EBowsese
Medium ; 3
Tmage: | By

Large Image: | - ERmwiests

Upload Cancel

For further information, please contact us
About Us | B2B E-Commerce | Management Team | Press Room | FAQ
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Priceds Temnlata

¢ Exhibit A-P Corpdrategear Process Template - Adminisrator specifies Process
! Definition Page parameters oYy/12/80

- Product Configurator

New Process Template - Screen Printing

v——— s —— e ., —— .

Administrator | Product Management | Home
General Information - Screen Printing

Sud Category [Standard i

Number of Colors

Process on Matezrial

Ovar Imprint Size Add

Quantity Break Pricing Information

Miimum © Maximum Minimum | Madmum
ekl {100 | [1000 | mesk2 [1001: | [ts00
reak3 1501 ! [o | 8reaka {0 i o
Break3 {0 i o | 3re2k6 [0 fo
_ Break7 [0 i lo | se=ks [0 o
o Craate process & "’ ' : a i
‘:emp!Late message G C | &eki10 o o
goas hars. : '
Miscellaneous Pricing Information o

Setup Charge  [4 .
<+ PMS Color Match [
viscCrarge 1 Bl ¢ O e

MicCharge2 D5 O g BEOo B -yame L ;
tessThanMinCharge [0 ¢ [ o '

ST Rush Charge - O - B'qg

‘ - Mewllic Toread | - =

i o Dreed. Oy Dy

MiscCharge 3 1 5 O o
MiscCharges O g O

Save { Cancel -

Fl6. 12



Create Process”

i Exhibit PM-?  rrocess Definiton Page — Produci Maunager enters Procsss
: ‘ information (120D

- ——— S — 0 oy 3t ey s ——— — — o

Product Configurator

New Process - Screen Printing - Standard

General Information - Screen Printing - Standard

Process Name  |Standard Screen Printing

Vendor ID Number |ABCGO2 A i

Procass Description

Procass on Material

.

Imprint Umitztions ]2 ix!z EIn. or larger than 112 ix 12 §In.

Over Imprint Size Add % E

Quantity price break vaiues
Net Pricing

10dor  2Color 3 Color

160 - 1000 " {5050 | [s0.90 i [s1.30 |
1001 - 1500 - {s0.40 ; |so.78 i [s1.10 |

1501 -+ fs030} [s0.85 | [50.80 | -

§Enter your Vendor . .
; Service Station  Miscellaneous price break values

Setup Charge s _E@ per color / loation
PMS Color Mat_tch— $ EE per color

Scatter Color $ ]$8-00 iperm,or

i o .
Less Than Min Charge % D per tem
Rush Charge o per item

L .'*E\:G.'\Lm



UscPrice s [30.32 ! permem
List Oascriotion [I_Js: price is for on=2 coior one
Rsguiar Time @ Business days
Aush Time E: Business days

Country of  [Gnited smtes &
Manuiacturar

Union Mada [Yes E

Save | Cancel Net | Case | MSRP | Other |

for further information, please contact us
About Us | B2B E-Commerce | Management Team | Press Room | FAQ
Copyright © 1395-2000 Corporate Gear LLC
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vai Mug (Pizsdc) ‘
! ‘

“Exhibiz PM-I- Item Deilnition Page Edit - Product Manager dits liem
! Edis ' {aformaton - . DLN2/E0
Product Configurator

Edit Product - Mugs - Plastic Travel Mug (Plastic)

General Information - Mugs - Plastic Travel Mug (Plastic)

Product Name {Plastic,Travel Mug

CG Number CG800367

Vandor ID Number  |ABCDO1

Ideaifor on the road thirst - <. - .85
1tem Description P ST =

Colors

Quantity price break values

Net Pricing
‘-3 $15.00
100 - 500 $9.00 |

50 - 1000 fs8.00
3601 -+ [s7.00 ;

. Miscellaneous price break values

Gift Box s E per item
Less Than Min Charge ¢ D per item

Rush Charge % 120 j per job

Zater your Vendor .
Sarvice Station

Imprint Positions

& [

Front Hardle




Ll

Shipoing Information

Waight o2r itzm \Waight o2 352

I BN [0

C35e wish Cas

Case nziging Cssa iangin
Eiﬂ. t2 <n {l 2 fm.
Production Time(s)
rRaguler Prod. Ausn
1 workngdeys . E:wcrk:'ng cays

Production information

\ : Lst Price 5 |7 ! per item

List Description  [Price does not incluce pracassing

Country of
Manuiacturer

Union Made INO E

[China >

Save | Cancel ‘Net | Case | MSRP | Other |

For further information, please contact us
About Us | B2B E-Commerce | Management Team | Press Room | FAQ
Copyright © 1999-2060 Corporats Gear LLC
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1
METHOD AND SYSTEM FOR ACQUIRING
BRANDED PROMOTIONAL PRODUCTS

FIELD OF INVENTION

The present invention relates to the field of methods and
systenis of purchase within the branded promuotional prod-
ucts industry.

BACKGROUND OF THE INVENTION

Branded promaotional products include advertising, sales
promotion and marketing communications media that use
merchandise imprinted with an advertiser’s identification,
message or logo. These items effectively communicate a
brimd Wentity or g wmessage and are used (o create bruad
awareness, solidily customer relations and increase sales.
The branded promotional products sector of the advertising
industry provides unique marketing opportunities. Branded
products are casy to understand and are useful in meeting
many marketing objectives such as announcing a name
change or building a company image.

The personal touch inherent in gift giving makes branded
product advertising a high-impact ool when used in con-
junction with other media. Typical uses include building
brands. launching products, introducing reminder advertis-
ing. improving customer relations. generating new custom-
eny andfor accounts, increasing traffic and awareness at trade
shows, safety programs, annual meetings, seasonal events,
public relations. employee relations, and other advertising
and marketing uses.

Branded promotional products are adopting a more active
vole in marketing as mass media such as print and television
integrate with other promotional efforts, Because branded
products provide a personal touch, they are effective and
important marketing (ools.

Customers increasingly expect more value from their
purchasing experience with a high quality product that
promotes their brand. They want a usciul product obtained
through a convenient transaction. Customers are often frus-
trated because they have to rely on a reseller for purchasing
options and the flow of information. Resellers are expected
to find customers favorable prices, produce samples and
cnsure timely delivery.

Currently, vendor partners have little or no contact with
customens and rely on resellers fo reach customers, Vendor
partners spend significant amounts of effort and money
providing price quotes and samples to resellers. Tt is difticult
for vendor partners to gather product or customer market
research and customer buying pattern information.

Traditionally, the promotional products industry has oper-
aled under a linear supply-chain model of distribution.
Typically, the customer hires o reseller to assisl in selecting
@ branded product for an event or promotion. The reseller
locates the desired merchandise through established vendor
parner relationships. The vendor partner manufacturers or
imports the items, adds the brand, and ships the product.
[Business service partners provide services such as shipping,
financing. and insurance. Media pantners deliver educational
and other useful information.

Thus, o comprehensive solution for all members of the
promotional products industry that includes high quality
products. current and accurate information, and suppon
services with the result that the end user has a consistent,
retiable und productive experience is needed.
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2
SUMMARY OF THE INVENTION

An object according to the present invention is to over-
come these and other drawbacks with existing sysiems.

It is an object of the present invention to create a central,
realime exchange serving customers, resellers. vendor
pariners, business service partners and media partners.

1t is another object of the present invention to provide
customers with a fast, cost eflicient and simplified e-com-
merce solution to promofe a brand.

It is another object of the present invention 10 provide
resellers with the opportunity to leverage their sales effonts
by streamlining the process of sourcing and pricing products
and automating tedious administrative tasks.

It is another object of the present invention to provide
vendor partners with an e-commerce end-to-end business
solution to manage the cataloguing, production and distri-
bution process.

It is another object of the present invention to provide
business service partners with the opportunity & offer ser-
vices such as shipping. insurance, and financing. ]

It is another object of the present invention to provide
media partners with the opportunity o provide resources,
such as educational materials. lierature and conference
information 10 members of the promotional products indus-
ry.

The present invention provides an all-encompassing
exchange thot offers sculing opportunitics and cconomics
not available in the traditional business model. An online
industry standard pipeline for dats and order flow manages
the production and distribution process from beginning to
end. The present invention offers a selection of high value,
high quality promotional products available online. The
process of sclection, pricing. ordering and branding ol
merchandise is facilitated through the present invention. In
addition. support services including shipping, financing,
insurance and other essential business services aré provided
by the present invention. Markel and customer research
information is also available.

Other objects and advantages of the present invention will
be apparent to one of ordinary skill in the art upon reviewing
the specification herein,

BRIEF DESCRIPTION OF THE DRAWINGS

F1G. 1 is a diagram of a traditional promotional products
industry under a linear supply chain model of distribution,

FIG. 2 is a diagram of a central real-time exchange
according to the present invention.

FIG. 3 15 a detaled diagram of a central, real-time
exchange according to an embodiment of the present inven-
tion.

FIG. 4 is a diagram of an overall system according to the
present invention.

DETAILF
PREF:

2 DESCRIPTION OF THE
:RRED EMBODIMENTS

The present invention provides o central real-time
exchange. This exchange creates a community environment
for all participants in the promotional products industry and
provides services that establish o web presence for cach
member.  Business-to-business services available (o each
member through the exchange promotes operational effi-
ciency and cost effectiveness. The goal of the exchange is to
build a core foundation of services for use over the Internet
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that provides an easy and global method of facilitating
business transactions amongst its members in & common
environment. '

Members of the promotional products industry may
include customers. resellers, vendor partners, business part-
ners and media partners. Customers may be an end-user of
promotional products. Usually, customers include individu-
als who buy products directly through the present invention.
Resellers may be distributors who resell goods and services
1o the customer. Vendor Partiners may inciude suppliers who
offer products and imprinting services. Media Partners may
‘offer content, e.g.. industry magazines, industry research
organizations, and expent columnists. Business Service Pant-
ners may ofler services such as fulfillment. shipping. insur-
ance and financing.

The present invention provides customers with an easy.
eflicient method of purchasing branded promotional prod-
ucts online. The present invention cnables customers 10
browse through a set of products of interest. The customer’s
logo and artwork may be securely maintained in a readily
available personal or corporate online library. Customers are
also provided with the ability to view their firms' logo
applicd directly to the products selected. The production and
defivery of orders online may be tracked by the presemt
invention where the customer is given access 1o the order
status on demand. In additdon, reminders for recurring
cvents may be sent to the castomer. The present invention
may also creale custom web pages for corporate clients 1o
manage their branding program and products.

The present invention provides resellers the opportunity
1o leverage their sales efforts by streamlining the process of
sourcing and pricing products and automating tedious
administrative tasks. Other services may include a selection
of high quality products from vendor partners: timely infor-
mation on new products: scasonal and special offers; online
order tracking; shipping. insurance and financing options:
customer ordering: demographic and usage data and market
research information.

The present invention provides vendor partners the ability
o manage the cataloguing, production and distribution
processes. The present invention may collect, house and
distribute product images, specifications, and pricing infor-
mation. Yendor partners may update this information online
and on demand. The present invention may track order.
production and billing information flow and make this
information available online: arrange financing to eliminae
accounts receivable and credit risk: and record customer,
ordering. demographic and usage information. Also. vendor
partners may create and maintain unique web-site and
datalinks. Vendors partners may also bid on customer orders
through the present invention. Thus. the present invention
provides an incentive for vendor partners 10 continue enter-
ing data and maintaining data as accurately as possible by
olfering the ability to resell the information.

The present invention may leverage web site income by
developing additional sources of revenue from business
service partaers. Services such as fulfillment, shipping,
insurance, financing and other sources of revenue may be
offered 1o facilitate the order process and to lower overall
costs.

The present invention provides media partners the ability
10 resell educational materials, literature and conference
information and sell space for industry-relevant advertising,
‘The present invention provides a forum where any member
of the promotional products industry may find and purchase
appropriale resounces,
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F1G. 1 is a diagram of a traditional promotional products
industry under a linear supply-chain model of distribution.
In this model., the customer hires a reseller to find a branded
product. The reseller locates the product to be brunded
through a vendor partner. The vendor parter provides the
prochict requested. imprints the logo or brand and ships the
product o the reseller who then sells the product o the
customer. Business service partners provide various ser-
vices. such as shipping, financing and insurance. Media
partners provide educational materials, literture, confer-
ence information and other useful information.

FIG. 2 is a diagram of a central real-time exchange model
according to the present invention. Each member of the
promotional products industry may exchange information
and requests over the Intemet. This promotes efliciency and
facilitates business relationships. One ohject of the central
real-time exchange is 1o bring the members of the industry
together in a business-to-business e-commerce environment
over the Internet. Another objective is to standardize the
practices in the industry by providing efficient services for
each member.

FIG. 3 is a detiled diagram of a central real-time
exchange according to an cmbodiment of the present inven-
tion. The overall exchange structure 3060 may be pro-
grammed 10 be stateless in a preferred embodiment. This
allows for greater sculability as well as database protection.

The Stock Keeping Unit ("SKU™) database 3010 may
include vendor product. pricing, service, and imprinting
information. A SKU is assigned to every vendor pariner
product including variations within a product category: For
example. a blue pen has a different SKU than a red pen.
Vendors may enter product information in the SKU database
at vendor entry point 3020. Information entered may include
general product information: imprinting information based
on dynamic product entry; quantity breaks; net pricing per
quantity: net setup costs by imprint method, number of
locations, and number of imprint colors: net run charges per
quantity based on imprint colors; a markup percentage
added for each quantity to create their own retail pricing and
other simifar product information. Vendors may also enter a
flag to delete a product and all associated artwork files.
Vendors may upload an original product artwork file at any
time for any or all SKUs gencrated for a product.

The vendor may specify calendar dates 10 display his or
her products on the webesite of the present invention.
Vendors may clect product placement at an editorial level,
product placement at a homepage level, or search position
product placement. The product placement at an editorial
level allows vendors to position an SKU in the content arca
of the web-site of the present invention. The product place-
ment at o homepage fevel allows vendors o position a SKU
on the homepage of the web-site of the present invention.
The scarch position product placement allows vendors to
select the position of product display in a search. Also, the
search position product placement may be selected based on
product lisi. price point, category. idea or department, text
scarch, and other criteria. This feature allows vendors to
sclect exact placements of products depending on the popu-
larity of the product and marketing strategics.

Vendor Showcase Web-site 3080 may display vendor
product information and provide inquiry and ordering access
to resellers at the reseller entry point 3090, Vendors may
customize their web-site by choosing which SKU images to
display on their showcase web-site and other features avail-
able. Vendors may offer various services on their webssite to
resctiers, For example, rescllers may order products for their
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customers from the Vendor Showcase Web-site, receive
price information. create purchase quotes for customers, and
other related services.

The Branded Promotional Products web-site 3110 pro-
vides o variety of promotional products, inguiry and order-
ing access (o customers and resellers at 3140.

Services available may include the ability 10 view a
sclection of high quality products and their images; sclect
products based on o variety of criteria; view the product unit
price. setup price. and run charges; offer a quote service
showing prices at quantity breaks and order products from
the web-site where orders may be charged 10 a credit card or
10 a credit account opened with the present invention. In
addition, customers and resellers may receive acknowledge-
ments for orders placed: attach antwork files; order history
listing quutes aud acknowledganents: review indusiry and
media content; select services provided by business partner-
ships; sclect shipping method; customize a scarch and
receive other similar options available to a cusiomer or
reseller.

Rescller Showcase Web-site 3100 may display products
selected by the reseller for resale 10 his or her customer at
3130, Rescllers may customize their showcease web-site by
choosing which SKU images to be displayed. Resellers may
choose to display non-branded SKU images or their own
logo on the SKU images.

Resellers may offer variou$ services 10 their customers
through their Showcase Web-site 3100. Such services may
include allowing the customer 10 view the product unit price,
sctup price and run charges; offering a quote ‘service for
customers to generate a quote for themselves showing prices
at quantity breoks: ordering products from the web-site:
antaching artwork files and other product related services.

Company Logo Store Web-site 3120 may display prod-
ucts selected by a particular reseller or store owner for resale
W his or her customers at 3180, Company Logo Stores
include a specialized showcase web-site carrying products
brunded with a particular company’s logo. Resellers may
offer various services to customers on their Company Logo

“Site. Such services may include allowing the customer 10
view the product unit price: offering a quote service for
customers to generate a quote for themselves showing prices
at quantity breaks: allowing customers 1o order products
from the web-site; selecting services provided by business
partnerships and other related services.

Order Process Module or Back Office 3040 may check
credit, process orders and generate appropriate payment and
accounting entries. Back Office 3040 may process orders
which includes receiving orders from credit card processing,
checking the credit account, reviewing/editing and releasing
the purchase order 1o the product and/or an imprinting
vendor, creating vouchers, caleulating financing charges.,
sending automatic email responses back to customers or
resellers when an order is actually shipped and providing,
other related services.

As 10 the Vendor Showease Web-site 3080, 13ack Office
3040 may review/edit and release purchase orders 10 the
Brunded Promotional Products web-site 3110, review/edn
and release change order purchase orders on an existing
order und provide other similar services,

As to the Reseller Showease Web-site 3100, Back Oflice
3040 may review/edit and refease purchase orders 1o the
Branded Promational Products web-site 3110, review/edit
and release change order purchase orders on an existing
order. und provide other similar services.
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As 10 the Company [ogo Store, the services mentioned
above may also be offered along with the ability 1o view
product inventory balances.

The Front Oflice 3050 provides communication between
members of the promotional products industry. It may also
provide order status and history information. Services avail-
able to customers and resellers may include viewing/editing
reseller vr customer descriptive shopper information: view-
ing reseller or customer order history and purchases; view-
ing vendor order status. due date and shipping information
for an order; directing email to customers or resellers on
order delays and updates, updating customer or reseller
service histories, viewing current baknce on term accounts
and providing other related services.

Specific Vendor Showcease Web-Site 3080 services may
also be made available through the From Office 3050.
Vendors may view reseller shopper information, view
reseller order history and purchases, send automatic email
responses back to the reseller when the order is shipped, and
other related options.

Services available to customers may include viewing/
editing customer shopper information: viewing order history
and purchases: viewing vendor order staws, duc date and
shipping information; sending automatic email responses to
customers when order is shipped, deluyed or updated, and
other related services.

Specific Reseller Showcase Web-site 3100 services may
include viewing customer shopping information; viewing
customer order history and purchases; sending automatic
email responses informing the customer of the status of the
order and other related services. '

Company Logo Store 3120 services may include viewing
order history; viewing/editing shopper information: viewing
status, due date, shipping information, current balance and
other related services.

In addition, Front Oflice 3080 may offer market informa-
tion services for vendors, resellers and customers, such as
account summary option, web hits habit repons, and other
related market information.

Bidding Module 3030 may provide a forum where resell-
ers or customers present orders and vendors bid on these

jubs, Bidding Module 3030 may provide services such as

posting price bids on products or imprnting orders: editing
or withdrawing bids before terms are accepted; quality
control on bids: sending automatic email notices to vendors
on being awarded the order: and other related services.

Vendors may post price bids on products or imprinting
orders on an auction site provided by the Bidding Module
3030. Resellers may view the auction site and see price bids
refated to their product or service and even send antomatic
email notification to resellers and reseller’s customers.

Community Content Data 3060 may provide an interface
with mmedia partners and business partners where customers,
resellers and vendors are oflered various services. Vendor
may enter processing information at 3160 snd Resellers may
enter processing information at 3170,

Media or business partners may offer services on the
Branded Promotional Products Web-site 3110, These ser-
vices may include posting job listings pertaining 10 the
promotional product industries, providing education 1o cus-
tomers, providing “Ask the Expent™ services 1o customers,
providing an alent system for customers. and informing the
customer of industry statistios and advanced reports. In
addition, design services on web-sites may be provided for
customers. rescllers or vendors 10 include antwork recom-
mendations, creation and retouching.
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The Artwork Library 3070 may store customers™ logos
and branding antwork. Customers may create a library and
store their company brand logos online, This makes it easier
for customers to put their logos on promotional products.
Customers may share their art library with other users by
granting them access with a password. In addition, custom-
ens iy udd, editund delete their logos in their an library.

FIG. 4 1s a diagram of an overall system according to the
present invention, The user 410, who inay be a customer, &
rescller, a vendor partner. a business service partner or a
media partner, may request a product or service from server
420 through the Internet. Server 420 then retrieves the
requested information from dotabase 430. A response is
presented 1o the user once the requested information is
obtained.

In a preferred embodiment, the present invention may use
Microsotl’s internet operating system, Microsolt Site Server
Commerce Edition as the e-commerce shopping solutions,
Microsofl 8QI. Server, Microsoft wechnologics Transaction
server and Message queuce as data layer servers.

Other embodiments and uses of the invention will be
apparent to those skifled in the ant from consideration of the
specification and practice of the invention disclosed herein.
The specification and examples should be considered exem-
plary only.

What is claimed is:

1. A computer implemented system for acquiring branded
promotional products comprising.

a database containing product Informution wherein the

product information comprises product data and 3¢

imprinting data related 10 a plurality of branded pro-
motional products;

@ products interface where a customer or a reseller
accesses the products interface to acquire at least one
branded promotional products;

a reseller showcease interface where a customer accesses
the reseller showcease interface to acquire at least one
branded promotional products;

a vendor showceasc interface where a reseller accesses the
vendor showcase interface to acquire at least one
branded promotional products;

# from office interface for providing purchase order infor-

mation and marketing information and receiving a1

least one order from ong or more resellers or customers
wherein the at least one order is related to the plurality

ol hranded promotional products:

bidding interface for enabling at least one or more

resellers or customens to present at least one order and

cnabling at least one vendor 10 bid on the presented
order wherein the ot least one order is related to the
plurality of branded promotional products;
an artwork library interface for storing customer's logo
and branding artwork associated with the plurality of
branded promotional products; and
a processor for processing orders received from the from
oflice interfuce:
whercin the database, the products interface., the reseller
showcease interface, the vendor showcease interface, the
front office interface, the bidding interface, the anwork
library interfuce and the processor are interoperably
connected.
2. A computer implemented method for acquiring branded
promotional products comprising the steps of}
maintaining o database containing product information
wherein the product information comprises product
data and imprinting data relmed 10 o plurality of
branded promotional products;
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implementing a products interface where a customer or a
reseller accesses the products interface 1w acquire at
least one branded prometional products;

implementing a reseller showcase interface where a cus-
tomer accesses the reseller showcase interface to
acquire at least one branded promotional products;

implementing a vendor showcase interface where a
reseller accesses the vendor showcase interface to
acquire at least one branded promotional products;

implementing a front office interface for providing pur-
chase order information and marketing information and
receiving at least one order from one or more resellers
or customers wherein the at least one order is related to
the plurality of branded promotional products:

implementing a bidding interface for enabling at least one
or more resellers or customers © present at least one
order and enabling at least one vendor to bid on the
presented order wherein the at least one order is related
1o the plurality of branded promotional products;

implementing an antwork library interface for storing
customer’s logo and branding artwork associated with
the plurality of branded promotional products; and

processing orders Tor products received from the front
office interface through a processor.

3. A computer implemented system (or providing a centra)

exchange of data associated with branded promotional prod-

ucts, the computer implemented system comprising:

a product database for storing data refated 1o a plurality of
products, the data including at least pricing data and
imprinting data related 10 the plurality of products;
vendor entry point interface for enabling a vendor to
enter at least one product data specifics to the product
database, the at least one product data specifics com-
prising one or more of imprinting duta, display data,
accurate detailed pricing data and product placement
data;

a vendor showease interface for displaying product dala
and providing ordering access to one or more resellers
at a reseller entry point interface, wherein the vendor
showcase interface is customized for a panticular ven-
dor; ’

a branded promotional products interface for providing a
plurality of promotional products to one or more of
customers and resellers and receiving at keast one order
for one or more promotional products:

a rescller showcase interface for displaying products
selected by the reseller for resale o a reselier group off
customers sclected by the reseller where the reseller
group of cistomers accesses the reseller showeanse
interface at a reseller customer entry point interface;
and

company logo store interface for displaying products

sclected by the reseller for resale to a group of cus-

tomers associated with a company, wherein the com-
pany logo store interface is customized for the com-
pany:

wherein customers comprise users who buy products from
the branded promotional products interface: resellers
comprise users who resell products 1o customers; and
vendors comprise users who supply one ar more of
products und imprinting services:

wherein the product database. the vendor entry point
interface: the vendor showcase interface. the branded
promotional products interface. the reseller showcase
interface. the company logo store interface are interop-
crubly connecied.
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4. 'The system of claim 3. further enabling one or more
customers 1o schedule reminders for a recurring evem
related to ordering promotional products.

S. The system of claim 3. further comprising:

a back oflice interface for processing the orders for the

plurality of promotional products.

6. The system of cluim 3, funther comprising:

a front interface for praviding one or more of order status
data. historical information reluted 1o orders and market
information services wherein the markel infonmation
services comprise one or more of account summary
options and web hits habit reports.

7. The system of claim 3. further comprising:

a bidding interface for enabling one or more of resellers
and customers to present at least one order and enabling
a plurality of vendors to bid on the presented ot least
one order.

8. The system of claim 3. wherein the resellers comprise

distributors and the vendors comprise suppliers.

9. The system of claim 3, further comprising un artwork
library interface for storing anwork associated with at least
one of the plurality of products.

18. The system of claim 3, wherein the at least one order
is tracked and order status data is provided.

1. A computer implemented method for providing a
central exchange of data associated with branded promo-
tomal products, the computer implemented method com-
prising the steps of:

storing data related 10 a plurality of products, the data
including at least pricing data and imprinting data
related to the plurality of products at one or more
product databases;

enabling & vendor to enter at least one product data
specifics at a vendor entry point interface, the at least

one product dato specifics comprising one or more of

imprinting data, display data, accurate detailed pricing
data and product placement data:

displaying product data and providing ordering access at
a vendor showcase interface to one or more resellers at
a reseller entry point interface, wherein the product data
is customized for a panicular vendor;

providing a plurality of promotional products to one or
more of customers and resellers and receiving at least
one order for one or more promotional products at a
branded promotional products interface:

“an
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displaying products selected by the reseller at a reseller
showcase interface for resale 10 a reseller group of
customers selected by the reseller where the reseller
group of customer accesses the reseller showcase inter-
face at a reseller customer entry point interface: and

displaying products selected by the reseller for resale 1o a

group of customers associared with a company at a
company logo store interface, wherein the products are
customized for the company;

wherein customers comprise users who buy products from

the branded promotional products interface: resellers
comprise users who resell products to customers; and
vendors comprise users who supply one or more of
products and imprinting services,

12. The method of claim (1, further enabling one or more
customers to schedule reminders for a recurring event
related to ordering promotional products.

13. The method of claim 11, funher comprising the step
of:

processing the orders for the plurality of promuotional

producis.

14. The method of claim 11, further comprising the step
of:

providing one or more of order slatus data. historical

information related to orders and markel information
services wherein the market information services com-
prise one or more ol account summary options and web
hits habit reports. ’

15. The method of claim 11, further comprising the step
oft

enabling one or more of resellers and customers to present

at least one order and enabling a plurality ol vendors to
bid on the presented at least one order.

16. The method of claim 11, wherein the resellers com-
prise distributors and the vendors comprise suppliers.

17. The method of claim 1. further comprising the step
of:

implementing an artwork library interface for storing

artwork associated with at least one of the plurality of
products.

18. The method of claim 11. wherein the &1 least one order
is trncked and order status data is provided.
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